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Executive Summary
For the MBA program, the chosen topic focuses on the generation of general statistics and the
advertising and marketing strategies of various organizations and systems. Interning with “Sales
Tell” provided exposure to multiple brands, offering a broader experience compared to working
with a single brand. This internship facilitated an understanding of software tools, marketing
principles, planning, and strategies relevant to working in an IT company.
Sales Tell comprehensive approach to finalizing work before submission to clients highlights the
importance of effective marketing strategies. The role of IT tools and their optimal use by
professionals is crucial in this process. Observing the activities of a digital marketing strategist
was both insightful and rewarding.
Digital marketing's effectiveness is rooted in establishing brand recognition. A marketing agency
plays a key role in communicating the brand to clients and driving sales. This report provides a
descriptive analysis of the marketing agency's role and the processes involved in marketing.
Sales Tell faces several challenges in its marketing and business strategies. Despite using SEO,
the website’s ranking could struggle due to high competition and lack of advanced strategies. On
social media, standing out may be difficult without innovative content. Over-reliance on platforms
like Facebook and Google Ads could be risky if algorithms change or ad costs rise. An optimized
CRM system may impact client follow-ups and retention. The focus on flexible pricing might
devalue services, and reliance on paid ads could lead to ad fatigue. Conversion challenges may
arise if the sales funnel is not optimized, and neglecting customer feedback could hinder
improvements. Lastly, without emotional connections, customer loyalty may suffer, leading to
potential churn.
To improve its performance, Sales Tell should invest in advanced SEO strategies like
comprehensive keyword research, backlink building, and regular content updates. Creating unique,
engaging content and leveraging video and user-generated content will help stand out on social
media. Diversifying marketing channels beyond paid ads, optimizing the CRM system, and
enhancing customer retention through personalized experiences will foster growth. Focusing on
the value of services rather than price, refreshing ad creative, and optimizing the website for
conversions will improve overall marketing effectiveness. Additionally, gathering and acting on
customer feedback, while building emotional connections, will strengthen brand loyalty and long-

term relationships.
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1.1Introduction

This internship report is submitted as part of the requirements for completing the Master of Business
Administration (MBA) Program at Daffodil International University. Following the completion of
all MBA coursework, an internship was undertaken at Sales Tell, with a focus on marketing
strategies.

Under the guidance of a supervisor, the opportunity was provided to select a field aligned with
personal interests. Due to a strong fascination with marketing strategy, the decision was made to
work with this startup company. Sales Tell, an eight-year-old globally-based e-commerce business,
has significantly impacted the market landscape. Digital marketing was chosen as the specialization
due to its rapid growth and future potential.

Throughout the internship, valuable experience was gained in communicating with international
clients and managing relationships effectively. The role also contributed to the development of

essential skills in leadership, decision-making, and handling urgent situations.

1.20rigin of the Study

This report is initiated as part of the course requirement for the MBA program at the Faculty of
Business and Entrepreneurship, Daffodil International University. As practical alignment is a crucial
component of the MBA program, completed internship at Sales Tell was conducted to gain real-life
exposure to marketing activities. The study focuses on "An Evaluation of the Marketing Strategies
of Sales Tell," under the supervision of Professor Dr. Mohammed Masum Igbal, Department of

Business Administration, Faculty of Business & Entrepreneurship, Daffodil International University.

1.3 Objectives of the Study
The objectives of the study are as follows:
I.  To identify the marketing strategies of Sales Tell;
ii.  To analyze the marketing strategies of Sales Tell;
iii.  To identify the problems related to the marketing strategies of Sales Tell;

iv.  To make some recommendations to solve the problems.

©Daffodil International University 2



1.4 Scope of the Study

As a Marketing student, it is crucial to understand the importance of customer service and
satisfaction, particularly for service-based companies. In today's world, an organization cannot
operate effectively without ensuring high levels of customer satisfaction.

1.4Methodology of the Study
The methodology defines how we go through all the processes of research and how to proceed. Here
include the steps of conducting the report and the explanation of the sources of data. This report has

been prepared based on experience gathered during the period of internship.

I.  Sources of Data:

For preparing the report, data were collected from two sources, namely, Primary data and Secondary
data as described below:

a) Primary Data:
This includes direct observations at specific desks, consultations with office employees, and
structured evaluations. These sources provided firsthand insights into the operations and strategies
employed.

b) Secondary Data:
This encompasses brochures and manuals from Sales Tell, the Sales Tell website, and various journal
publications related to the Bangladeshi tech sector. These resources supported the document by

providing contextual and supplementary information.

ii.  Research Design:
The study is exploratory focusing on qualitative analysis and description. The report is based on
primary sources of data as well as secondary sources of information. Interviewing the managers and

officers of the Company, talking to the customers.

iii.  Population:

Data has been collected from current employees and interns at Sales Tell. This data aims to provide

©Daffodil International University 3



insights into employee and intern experiences and identify opportunities for improvement within the

organization.

iv.  Sample Size:
A total of twenty respondents participated in the study. Data were collected from this group of twenty
individuals as part of the survey. Each respondent represents a data point that contributes to the

overall research objectives.

v.  Sampling method:
A convenience sampling method has been performed for selecting samples. Convenience sampling
is a non-probability sampling technique where researchers select participants based on their ease of
access or availability. In other words, individuals who are readily accessible to the researcher are

included in the sample.

vi.  Method of Data Collection:
For data collection — The interview method was used. With the help of questionnaire interview was

taken at Sales Tell.

vii.  Data Analysis Technique:
MS Excel was used for data analysis. Using Microsoft Excel for data analysis involves various

techniques and tools within the software to manipulate, visualize, and derive insights from data.

1.6 Limitations of the Study

Several challenges were encountered while preparing this report, which affected the overall process:
Time Constraints: Compiling a comprehensive report within a short timeframe proved challenging.
Limited Information Access: Due to confidentiality concerns at Sales Tell, access to certain
information was restricted, making it difficult to fully understand the company's situation.
Additionally, the study faced the challenge of a limited timeframe for completion. The report needed
to be prepared within three months, making it difficult to gather and analyze data thoroughly and to

write the report within the deadline.
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2.1 History of Sales Tell

Sales Tell was established with a vision to provide cutting-edge digital solutions for businesses
seeking growth in the evolving online marketplace. Founded by Abu Shaim, a digital marketing
expert with over 8 years of experience, the company began its journey as a small-scale service
provider in 2014. Recognizing the increasing demand for high-quality and results-driven marketing
solutions, Abu Shaim laid the foundation for Sales Tell with a focus on innovation, customer

satisfaction, and value-driven services.

Early Beginnings

The company started as a freelance initiative, where Abu Shaim offered specialized services such as
website development, graphic design, SEO, and social media marketing to small businesses and
startups. His ability to deliver results-oriented solutions quickly gained recognition, helping him
build a solid reputation in the industry.

Expansion and Growth
Between 20162018, Sales Tell evolved from a freelance operation to a structured company model.
During this period:
e The service portfolio expanded to include lead generation, email marketing, video editing,
and animation.
e A growing client base led to the development of a team of skilled professionals, allowing
Sales Tell to take on larger projects across industries.
e The company adopted a client-centric approach, ensuring tailored solutions for businesses to
achieve measurable growth.
By 2020, Sales Tell solidified its position as a trusted digital solutions provider, offering end-to-end

services to businesses of all sizes.

Modern Sales Tell
Today, Sales Tell operates as a full-service digital marketing and creative agency. It provides a
diverse range of services, including:

e Website Development & Design

©Daffodil International University 6



e SEO & Digital Marketing
e Social Media Management
e Sales Funnel Development

e Content Creation and Branding

Milestones

1. 2014: Founded as a freelance service.
2016: Transitioned into a company model with expanded services.
2018: Reached a milestone of serving 100+ clients across industries.

M o

2020: Launched advanced services like sales funnels, email automation, and content
marketing.

5. 2024: Positioned as a leading digital solutions provider with a growing international presence.
With a focus on quality, speed, and customer satisfaction, Sales Tell has successfully delivered

results for clients across industries such as real estate, e-commerce, technology, and small businesses.

2.2 About Us

Welcome to Sales Tell! We specialize in empowering businesses with cutting-edge digital marketing
solutions designed to drive growth and success. We excel in enhancing business potential through a
range of services, including website development, graphic design, animation, video editing, social
media marketing, SEO, and lead generation.

We also do some business operation for Client and our Own project POD & Drop shipping, KDP
(Kindle Books), Website Affiliate & AdSense. Our Dedicated Team handle our all project.

At Sales Tell, our strength is our dedicated team of experts. Led by Abu Shaim, a seasoned digital
marketing consultant and entrepreneur, we bring together a diverse group of professionals with
expertise in various facets of digital marketing. Our collaborative approach ensures that every project
benefits from extensive knowledge and experience, allowing us to deliver tailored solutions that

address your specific business needs.
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2.3 Mission of Sells Tell

Sales Tell aims to be a global leader in the digital marketing industry by providing impactful, client-focused

services. We are committed to helping businesses grow their online presence, enhance customer engagement,

and achieve sustainable revenue growth through personalized marketing strategies and innovative technology.

2.4 Vision of Sells Tell

To become the most trusted and customer-centric digital marketing partner, empowering businesses of all

sizes to achieve sustainable growth and a competitive edge in the digital marketplace.

2.5 Slogan of Sells Tell

To become the most trusted and customer-centric digital marketing partner, empowering businesses of all

sizes to achieve sustainable growth and a competitive edge in the digital marketplace.

2.6 Objectives of Sales Tell

1. Customer Satisfaction and Loyalty

o

Deliver personalized and effective digital marketing solutions tailored to the unique
needs of each client.

Continuously improve customer service and support to ensure long-term client
satisfaction and retention.

Measure customer satisfaction through feedback, reviews, and surveys, and act on the

insights to make improvements.

2. Increase Brand Awareness and Market Reach

o

Leverage social media, SEO, and content marketing to improve brand visibility across
multiple platforms.

Use strategic advertising and outreach to penetrate new markets, especially in global
e-commerce platforms like Amazon, Shopify, and eBay.

Foster partnerships with influencers, affiliates, and complementary businesses to

increase visibility.

3. Drive Revenue Growth

O

Increase the number of client projects through lead generation, sales funnel

©Daffodil International University 8



optimization, and effective marketing campaigns.
o Expand revenue streams by diversifying services, such as Print-on-Demand (POD),
KDP books, drop shipping, and e-commerce store management.
o Implement data-driven strategies to maximize conversion rates for client campaigns.
4. Optimize Operational Efficiency
o Streamline internal processes and automation to reduce project turnaround times.
o Utilize advanced project management tools and software to improve operational
efficiency.
o Minimize errors in service delivery by standardizing workflows, templates, and
operational protocols.
5. Foster Innovation and Technological Advancement
o Incorporate the latest digital marketing trends, tools, and Al-driven technologies.
o Regularly train employees on new digital marketing tools and platforms to maintain
a competitive edge.
o Invest in R&D for new service offerings, like Al-driven analytics, chatbots, and
automated lead generation.
6. Expand Service Offerings
o Broaden the range of services offered to clients, including SEO, web development,
email marketing, and business branding.
o Introduce new one-day service packages like "Website in a Day" and "Sales Funnel
in a Day" to appeal to time-conscious clients.
o Provide add-on services like video editing, graphic design, and influencer marketing
to increase the range of services clients can access.
7. Ensure Sustainable Business Growth
o Focus on long-term strategic growth by acquiring high-value clients and retaining
them.
o Build a strong brand identity for Sales Tell to differentiate it from competitors.
o Focus on recurring revenue models like retainer-based services and subscription

packages.
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8. Improve Client Experience and Service Quality

o

Provide clear onboarding processes and client support throughout the project
lifecycle.

Ensure transparent communication and regular updates on project status to boost trust
and satisfaction.

Offer customized service options for individual clients to make them feel valued and

prioritized.

9. Develop and Retain a Skilled Workforce

o

o

o

Recruit top industry talent and foster a positive, innovative work culture.
Offer continuous learning and development opportunities for employees.
Retain top performers by providing a clear career development path and performance-

based incentives.

10. Increase Market Competitiveness

o

Stay ahead of competitors by adopting unique marketing strategies and developing a
distinctive brand voice.

Focus on data-driven decision-making to predict market trends and customer
behavior.

Regularly analyze the competition and introduce competitive pricing, quality service,
and faster delivery options.

11. Enhance Financial Performance

o

Increase profit margins by reducing operational costs and improving cost-
effectiveness.

Monitor and manage cash flow effectively to support expansion into new business
verticals.

Diversify revenue streams through new service models like content monetization,

affiliate marketing, and partnerships.

12. Achieve Industry Leadership and Recognition

o

O

Establish Sales Tell as a thought leader in the digital marketing industry through
blogging, public speaking, and industry awards.

Develop a strong online reputation and increase positive customer reviews and
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testimonials.

o Participate in industry events and exhibitions to showcase expertise and innovation in
the digital marketing space.

13. Promote Corporate Social Responsibility (CSR)

o Engage in sustainable business practices to reduce the company's carbon footprint.

o Support community development initiatives and offer pro bono services to non-
profits.

o Foster an inclusive work environment that prioritizes diversity, equity, and inclusion
(DEI).

2.7 Digital Marketing Strategy of Sales Tell
Sales Tell's primary focus is on digital marketing, and the following strategies are used to drive
growth and customer engagement:
e Content Marketing:
o Publishing blog articles, infographics, and videos to establish thought leadership in
the digital marketing industry.
o Leveraging SEO-optimized blog content to rank higher in search engines and attract
organic traffic.
o Sharing educational and informative content to establish credibility.
e Search Engine Optimization (SEO):
o Conducting keyword research to identify high-traffic, low-competition keywords for
better visibility.
o Optimizing on-page elements, such as meta tags, headings, and internal linking, to
boost search rankings.
o Employing off-page SEO tactics like link building and guest posting to improve
domain authority.
e Social Media Marketing:
o Creating and posting consistent content on platforms like Facebook, Instagram,
LinkedIn, and Twitter.

o Running social media ad campaigns to promote services and drive lead generation.
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o Engaging with followers by responding to comments, likes, and shares to increase
brand visibility.
e Email Marketing:
o Designing personalized email campaigns for potential and existing clients to nurture
leads.
o Using automated email sequences to promote new services and offerings.
o Leveraging follow-up emails to ensure client engagement and offer additional
services.
e Video Marketing:
o Producing engaging video content for platforms like YouTube, Facebook, and
Instagram.
o Creating explainer videos, service demos, and case studies to showcase Sales Tell’s

expertise.

2.8 Service Diversification Strategy
Sales Tell employs a diversification strategy to offer multiple services under one roof. This increases
client engagement and improves customer retention. Key service diversification initiatives include:
e Full-Stack Digital Services:
o Offering a range of services such as website development, graphic design, video
editing, SEQO, social media marketing, and lead generation.
o Providing customized service bundles (e.g., Website-in-a-Day and Sales Funnel in a
Day) to offer complete solutions to clients.
e POD (Print-on-Demand) and Drop shipping Services:
o Diversifying income streams by managing drop shipping businesses and print-on-
demand services.
o Providing clients with end-to-end support for starting their e-commerce ventures
through platforms like Shopify, Amazon, and Walmart.
e Innovative Packages:
o Introducing ready-made service packages like Brand Identity Design, Ready-Set-
Launch, and Sales Funnel in a Day to cater to specific client needs.
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o Allowing clients to customize packages based on their project requirements.
e Customized Solutions:
o Offering personalized website development, logo design, and digital marketing
strategies to meet the unique needs of each client.

o Ensuring that clients receive tailor-made solutions to achieve their marketing goals.

2.9 Customer-Centric Strategy
Sales Tell employs a customer-centric approach to attract and retain clients. The focus is on providing
top-notch services while fostering positive relationships. Key components of this strategy include:
e Customer Support and Relationship Management:
o Offering 24/7 support through various channels such as email, chat, and calls.
o Conducting regular feedback sessions with clients to ensure satisfaction and address
concerns.
o Maintaining open communication to create trust and long-term business relationships.
e Client Onboarding Process:
o Designing a step-by-step onboarding process to ensure smooth entry for new clients.
o Providing training, tutorials, and dedicated support to help clients understand and use
their services effectively.
e Client Feedback and Satisfaction Monitoring:
o Using Customer Satisfaction Score (CSAT) and Net Promoter Score (NPS) to
measure client satisfaction.
o Collecting regular feedback to identify pain points and improve service quality.
e Personalized Customer Experience:
o Offering tailored packages and service recommendations for clients with specific
needs.
o Personalizing client interactions to improve trust and increase customer loyalty.
e Proactive Client Engagement:
o Sending monthly progress reports and providing updates on campaign performance.
o Creating "milestone moments™ to celebrate client wins, such as new website launches

or successful ad campaigns.
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2.10 Branding Strategy

Sales Tell focuses on brand development to establish itself as a leader in digital services. This strategy
involves a mix of personal and business branding techniques.

Business Branding:

Establishing Sales Tell as a reliable, professional service provider by showcasing client success
stories, case studies, and testimonials.

Building a reputation for quality and reliability through well-executed projects and positive reviews.
Personal Branding of Abu Shaim:

Promoting the personal brand of Abu Shaim as an experienced digital marketing consultant,
entrepreneur, and expert.

Highlighting personal achievements, awards, and contributions to the digital marketing industry.
Thought Leadership:

Positioning Abu Shaim and Sales Tell as thought leaders in the digital marketing industry.
Publishing insightful blog posts, whitepapers, and case studies to establish industry authority.
Visual Identity:

Creating a consistent and recognizable brand image through logos, brand colors, typography, and
website design.

Developing brand assets such as business cards, social media covers, and email signatures.

2.11 Business Development Strategy

Sales Tell focuses on business development to attract new clients, secure larger contracts, and drive
revenue growth. This includes partnerships, lead generation, and entering new markets.

Lead Generation:

Using LinkedIn, Facebook, and Google ads to generate new leads and convert them into paying
clients.

Applying tools and techniques for email marketing and CRM (Customer Relationship Management)
to capture and manage potential leads.

Partnerships and Collaborations:

Building alliances with companies, influencers, and industry experts to expand the business network.

Co-hosting events, webinars, and workshops with partners to generate brand exposure.
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Targeting Niche Markets:

Expanding into high-potential niches like POD (Print-on-Demand), Drop shipping, and KDP
Publishing to increase revenue streams.

Offering specialized services tailored to niche markets like e-commerce store owners and startups.
Geographic Expansion:

Entering global markets through partnerships and offering services to clients in the USA, UK, and

Bangladesh. Operating as a global remote company to reach clients around the world.

2.12 Core Values of Sales Tell

1. Customer-Centric Approach

o Value Statement: We prioritize our customers' needs, ensuring every strategy and
solution is designed to enhance customer satisfaction and deliver measurable results.

o Explanation: Sales Tell believes that customer satisfaction is the driving force of its
success. Every project, service, and campaign are built around customer insights,
aiming to exceed their expectations and foster long-term relationships.

2. Innovation and Adaptability

o Value Statement: We embrace innovation, staying ahead of industry trends and
incorporating new tools, technologies, and strategies to deliver modern solutions.

o Explanation: In arapidly evolving digital marketing industry, Sales Tell remains agile
and forward-thinking. By leveraging the latest trends and adopting innovative
practices, the company ensures its clients maintain a competitive edge.

3. Integrity and Transparency

o Value Statement: We uphold honesty, integrity, and transparency in all interactions,
fostering trust with our clients, employees, and stakeholders.

o Explanation: Sales Tell believes that trust is the foundation of lasting business
relationships. Transparent communication and ethical practices are embedded in all
processes, from client onboarding to project delivery.

4. Excellence in Service Delivery
o Value Statement: We strive for excellence in every task, delivering high-quality

services that meet and exceed client expectations.
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o Explanation: From web design to SEO, Sales Tell maintains strict quality standards.
The team ensures precision, thorough testing, and continuous improvement in its
service delivery, ensuring a smooth experience for clients.

5. Teamwork and Collaboration

o Value Statement: We believe in the power of collaboration, encouraging teamwork
and knowledge-sharing to achieve greater outcomes for clients.

o Explanation: Sales Tell promotes a collaborative work environment where team
members share knowledge, brainstorm new ideas, and solve complex challenges
together. This collective effort ensures that the best possible solutions are presented
to clients.

6. Continuous Learning and Growth

o Value Statement: We foster a culture of learning, encouraging our team to upskill and
embrace professional development opportunities.

o Explanation: Sales Tell recognizes that growth and development are essential in the
fast-paced world of digital marketing. Employees are encouraged to pursue ongoing
learning opportunities to stay ahead of industry trends and deliver innovative
solutions to clients.

7. Creativity and Originality

o Value Statement: We promote creativity and originality, ensuring every project
reflects a unique, tailored approach that resonates with our clients' brand.

o Explanation: Sales Tell believes in providing bespoke solutions that set its clients
apart from the competition. The team infuses creative ideas and original concepts into
branding, design, and marketing strategies.

8. Result-Driven Mindset

o Value Statement: We are committed to delivering tangible, data-driven results that
contribute to our clients' growth and success.

o Explanation: Sales Tell adopts a goal-oriented approach where every campaign is
measured for performance. Data analysis and insights are used to track success and

optimize future campaigns for better ROI.
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9. Accountability and Responsibility

o

O

Value Statement: We take full responsibility for our actions, ensuring every project is
handled with accountability and professionalism.

Explanation: Sales Tell ensures that team members are responsible for their roles and
deadlines. This level of accountability leads to timely project completion and
sustained client satisfaction.

10. Diversity, Equity, and Inclusion

O

Value Statement: We believe in fostering an inclusive and diverse work environment
that respects all voices, ideas, and perspectives.

Explanation: Sales Tell promotes diversity, equity, and inclusion as essential elements
of its team culture. The company values the unique perspectives of every employee
and believes that diversity strengthens its ability to innovate and solve complex

problems.

11. Sustainability and Social Responsibility

o

Value Statement: We are committed to sustainable practices and social responsibility,
making a positive impact on society and the environment.

Explanation: Sales Tell understands the role of businesses in promoting sustainability.
The company integrates ethical practices in its operations and supports causes that

contribute to environmental conservation and community well-being.

12. Empathy and Compassion

o

Value Statement: We practice empathy and compassion in our approach to customer
service, valuing every client's unique journey and experience.

Explanation: Sales Tell believes that understanding client needs requires empathy.
The team takes the time to listen, understand pain points, and offer personalized

solutions to ensure client success.

13. Time Efficiency and Punctuality

O

Value Statement: We value time as a crucial resource, ensuring timely project
completion and prompt responses to client needs.
Explanation: Time is a critical factor in business success. Sales Tell focuses on

efficient time management to meet deadlines and provide timely support to clients,
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fostering trust and loyalty.
14. Data-Driven Decision Making
o Value Statement: We leverage data analytics to inform our decision-making, ensuring
every strategy is backed by evidence and insight.
o Explanation: Sales Tell relies on data-driven insights to shape its marketing strategies.
From website performance analytics to customer feedback, every decision is guided
by data, ensuring precision and effectiveness.
15. Client Success and Growth
o Value Statement: We believe in empowering our clients to grow and succeed, making
their goals our mission.
o Explanation: The primary objective of Sales Tell is to support the growth and success
of its clients. Every service, strategy, and campaign are designed to achieve this goal,

creating lasting partnerships with clients.

2.13 Office Culture of Sales Tell

1. Collaborative Work Environment

Sales Tell thrives on a collaborative work environment where teamwork is highly valued. Employees
from diverse departments such as marketing, design, development, and customer service work
together on projects, ensuring that the best ideas are shared and implemented. The open culture
encourages knowledge-sharing, brainstorming sessions, and cross-functional collaboration, which
allows the company to deliver innovative solutions to its clients.

2. Employee-Centric Approach

At Sales Tell, employees are considered the company's most valuable assets. The management
emphasizes the well-being and personal development of every team member. Flexible work
schedules, remote work options, and wellness initiatives are some of the measures in place to support
work-life balance. Employees are encouraged to take ownership of their tasks, fostering a sense of
accountability and motivation.

3. Continuous Learning and Development

Sales Tell believes in the continuous growth of its employees. The company organizes regular

training sessions, workshops, and mentorship programs. Employees are provided access to online
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courses and resources to enhance their skills in areas such as SEO, graphic design, and video editing.
By promoting a learning culture, Sales Tell ensures that employees stay up-to-date with industry
trends and remain competitive.

4. Open Communication and Transparency

Open communication is a fundamental aspect of Sales Tell's office culture. Employees are
encouraged to voice their ideas, concerns, and suggestions without hesitation. Weekly team
meetings, one-on-one sessions with managers, and open-door policies foster a transparent work
environment. This practice boosts employee morale and promotes trust between team members and
leadership.

5. Result-Oriented Culture

Sales Tell prioritizes results over hours worked. Instead of focusing on strict schedules, employees
are evaluated based on their performance and ability to meet deadlines. The company sets clear,
achievable goals for each project, ensuring that employees are aware of their contributions to the
company's broader objectives. This outcome-driven approach allows for greater flexibility in
managing workloads and fosters a sense of purpose among employees.

6. Use of Digital Tools and Technology

Since Sales Tell operates in the digital marketing and e-commerce industry, technology plays a
critical role in its office culture. Tools such as Slack, Trello, Asana, and Google Workspace are used
for project management and communication. The use of these tools enhances efficiency,
transparency, and accountability across teams. Employees are also encouraged to adopt automation
tools to streamline repetitive tasks, promoting a smarter and more productive workflow.

7. Diversity, Equity, and Inclusion (DEI)

Sales Tell embraces diversity and strives to create an inclusive work environment where employees
from different cultural, educational, and professional backgrounds can thrive. The company
promotes equality in hiring, career advancement, and leadership roles. By fostering diversity, Sales
Tell is able to leverage the unique perspectives of its employees to create more innovative solutions
for clients.

8. Recognition and Rewards

The company acknowledges employee contributions through an employee recognition program.

Sales Tell rewards employees with incentives, bonuses, and certificates of appreciation. Exceptional
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performers are highlighted during monthly meetings, and project leaders receive special
acknowledgment for their contributions. This recognition system boosts motivation and strengthens
employee loyalty.

9. Ethical and Customer-Focused Approach

Sales Tell emphasizes ethical practices in all its operations. Employees are expected to maintain
integrity, confidentiality, and respect when dealing with clients and customers. The company's client-
centric approach means that employees are trained to prioritize customer needs, address complaints
swiftly, and ensure high levels of customer satisfaction. Customer feedback is regularly collected
and used to improve service delivery.

10. Creative Freedom and Innovation

Employees at Sales Tell are encouraged to think creatively and take initiative. The company fosters
a culture where employees can propose new ideas, concepts, and strategies for ongoing projects.
Brainstorming sessions, innovation challenges, and idea-pitching opportunities allow employees to
contribute to the company's growth. This approach also encourages employees to explore
unconventional solutions that can give Sales Tell a competitive edge in the digital marketing
industry.

11. Feedback and Performance Reviews

Sales Tell follows a structured approach to employee feedback and performance reviews. Employees
receive constructive feedback from supervisors on a quarterly or bi-annual basis. This feedback
focuses on performance improvement, skills enhancement, and career growth. Employees are also
encouraged to give feedback to management, ensuring a two-way communication channel that
supports continuous improvement.

12. Fun and Team-Building Activities

To maintain employee engagement, Sales Tell organizes recreational activities, team outings, and
social events. These activities help build camaraderie, reduce stress, and promote a positive work
atmosphere. Birthday celebrations, team lunches, and special event parties contribute to employee
well-being and foster a sense of belonging.

13. Leadership and Mentorship

Sales Tell follows a leadership approach that emphasizes mentorship and guidance. Senior

employees, project leads, and department heads mentor junior employees and interns, ensuring they
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grow and develop professionally. This mentorship structure provides a strong support system for
employees, especially new hires, enabling them to transition smoothly into their roles.
14. Remote Work Flexibility
As a digital-first company, Sales Tell supports remote work arrangements for certain roles.
Employees can work remotely or adopt a hybrid schedule, depending on the nature of their work.
This level of flexibility improves employee satisfaction and reduces burnout. It also allows the
company to attract top talent from around the world without geographical constraints.
15. Company Values and Principles
Sales Tell's company values are deeply embedded in its culture. These values shape employee
behavior and decision-making. The core values of the company are:

e Integrity: Acting with honesty and accountability in every task.

e Excellence: Striving for excellence in every service delivered to clients.

e Innovation: Encouraging new ideas and approaches to stay ahead of competitors.

e Customer-Centricity: Putting the needs of clients at the heart of every decision.

e Teamwork: Promoting collaboration and inclusiveness to achieve collective success.

2.14 Services & Products at Sells Tell

Services & Products at Sales Tell

Sales Tell delivers comprehensive digital solutions to empower businesses. Key offerings include:
1. Brand Identity Design

Craft custom branding solutions, including logo design, typography, business cards, social media
covers, and a brand style guide for a cohesive brand presence.

2. Website-In-A-Day

Develop fully functional, mobile-friendly websites in just one day, complete with up to 5 pages,
email integration, basic SEO, and Google Analytics.

3. Sales Funnel in a Day

Quickly launch sales funnels, including long-form sales pages, payment integration, email
sequences, and promotional graphics.

4. Ready-Set-Launch

End-to-end support for product or service launches with advanced branding, integrations, SEO, and
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performance tracking.

5. Additional Services

Website Development & Design
Graphic Design & Animation

Social Media Marketing & Management
SEO

Lead Generation

Affiliate Marketing

Pay-Per-Click (PPC) Advertising
Content Creation

Email Marketing & Outreach

2.15 Team of Sales Tell

At Sales Tell, our greatest asset is our dedicated team of experts. Led by Abu Shaim, a seasoned

digital marketing consultant and entrepreneur, our team comprises diverse professionals with

specialized skills across all facets of digital marketing. Our collaborative approach ensures that every

project leverages a broad spectrum of knowledge and experience, allowing us to craft tailored

solutions that address your unigue business needs.

Our Team

We have specialized experts for each of our
supportive services!
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Chapter-03
Marketing Strategies of Sales Tell
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3.1 Marketing Strategies of Sales Tell

Whether your marketing strategy is digital or traditional, the first step is understanding your product
and determining how you will attract customers. To develop an effective marketing strategy, it is
crucial to first identify your customers' needs and their preferences.

Sales Tell employs two primary strategies as part of its marketing policy.

3.2 Website Design and Service Strategy

A well-designed website is crucial for any brand or company, and Sales Tell is no exception. Their
website serves as a key tool for maintaining customer relationships and managing business
operations. Here’s how Sales Tell implements its marketing strategy through their website:

e Blogging: Blogging is an effective way to attract customers by providing valuable content
about products and various offers. With most people using smartphones today, blogs easily
reach potential customers who are genuinely interested in the products.

e Advertising: Creating advertisements is a well-known digital marketing strategy. By
showcasing business features, offers, and activities, advertisements capture customer
attention and drive engagement.

e Search Engine Optimization (SEO): SEO involves optimizing content to improve its
ranking on search engines. This method helps companies reach customers through better

visibility in search results, driving more traffic to their website.

3.3 Social Media Management
In social media management, | focused on enhancing the online presence across platforms such as
Facebook, Instagram, and Twitter. This involved creating, publishing, and analyzing content, and
engaging with the target audience. I used both free and paid tools, along with professional services,
to streamline social media management.
Social Platforms Managed by Sales Tell:

e Facebook: Sales Tell uses Facebook to reach market targets with various promotional

strategies. The goal is to drive desired actions from individuals who see the advertisements.

e Email Marketing: Email marketing involves sending commercial messages to a group of
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individuals via email. This method helps businesses stay connected with customers and is
effective in engaging them with campaigns from their favorite brands and local shops.
YouTube Marketing and Documentation: YouTube is another common marketing
channel. By creating and sharing video content on Facebook and YouTube, we aim to convey
ideas more effectively and engage with the audience.

LinkedIn: LinkedIn is utilized to connect with high-profile clients and expand business

opportunities. It is a valuable tool for maintaining a strategic marketing approach.

3.4 Marketing Mix

The Marketing Mix refers to the key elements used to promote products and services. Originally

formulated as the 4Ps by E. Jerome McCarthy, it later evolved into the 7Ps to better align with

service-based industries.

Origins of 7Ps

Initially, the marketing mix included 4Ps (Product, Price, Place, Promotion) introduced by E. Jerome

McCarthy. Over time, it expanded to 7Ps with the addition of People, Process, and Physical

Evidence, making it more relevant for service-oriented businesses like Sales Tell.

McCarthy's 4Ps

1. Product: The actual services and solutions offered by Sales Tell, such as Website Design,
SEO, and Social Media Marketing.

2. Price: The pricing strategy used to remain competitive while ensuring profitability. Sales Tell
offers a range of prices based on service scope and complexity.

3. Place (Distribution): The channels Sales Tell uses to deliver services, such as online
platforms, websites, and client portals.

4. Promotion: The methods used to create awareness and attract clients. Sales Tell relies on

social media, email marketing, and paid ads to increase visibility.

7Ps of Marketing Mix for Sales Tell

1.

Product: Digital services like Website Design, SEO, and Sales Funnel Creation. Sales Tell
ensures quality, timely delivery, and customization.
Price: Flexible pricing based on project scope and service type, with premium charges for

urgent or advanced features.
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3. Place: Sales Tell delivers services online through client portals, websites, and virtual
consultations.

4. Promotion: Uses online marketing strategies, such as social media campaigns, SEO, and
email marketing, to promote services.

5. People: The skilled and experienced team at Sales Tell plays a crucial role in delivering
exceptional client experiences.

6. Process: The workflow to manage client projects efficiently, from consultation to project
completion. Streamlined communication, task tracking, and timely delivery are essential to
this process.

7. Physical Evidence: Tangible elements that demonstrate the company's credibility, such as
website design, client testimonials, service brochures, and case studies.

3.5 SWOT Analysis of Sales Tell

Strengths:

Strengths refer to the advantages and capabilities that give a company an edge over its competitors.

These are the factors that drive the business forward and set it apart. For Sales Tell, some key

strengths include:

Cost-Effective Workforce: Availability of skilled manpower at a lower cost.

Limited Competition: Few direct competitors in the market.

Strategic Location: Advantageous geographic positioning.

Innovative Services: Provision of new and cutting-edge consultancy and services.
Quality Processes: Well-established quality procedures and systems.

Unique Marketing Strategy: Distinctive approaches to marketing that set them apart.

Weaknesses:

Weaknesses are areas where the company may be lacking or facing challenges that could hinder

performance. For Sales Tell, notable weaknesses include:

Sustainability Issues: Challenges related to the long-term viability of Amazon store
operations.

Risk of Bans: Potential risk of being banned from certain platforms or stores.
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e Adaptability Challenges: Difficulty in keeping up with rapidly evolving skills and
strategies.
o Skill Shortages: Insufficient number of skilled employees.
e Inadequate Tools: Lack of sufficient tools and accessories needed for optimal performance.
iii.  Opportunities:
Opportunities are external factors that could contribute to the company’s growth and market
leadership. For Sales Tell, these opportunities include:
e Expanding Internet Market: Growth in the online market presents new opportunities.
e New Market Segments: Potential to enter new segments with higher revenue potential.
e International Expansion: Opportunities to tap into new global markets.
e Competitor Exit: Advantage from market segments vacated by exiting competitors.
iv.  Threats:
Threats are external challenges that could negatively impact the business. For Sales Tell, potential
threats include:
e New Competitors: Emergence of new competitors in the home market.
e Pricing Wars: Intense competition leading to pricing battles.
e Innovative Competitors: Competitors introducing new, innovative, and improved services.

e Payment Challenges: Issues related to receiving payments from international clients.

3.6 Cost-Effectiveness & Analysis of Sales Tell

Cost Effectiveness:

Digital marketing campaigns are significantly more cost-effective compared to traditional marketing
methods. For example, boosting a Facebook business page can cost as little as $5, allowing
businesses to reach thousands of people at a fraction of the cost of traditional advertising, which
might be 17 times more expensive for the same reach.

Small and medium-sized businesses often operate with limited marketing budgets, but digital
marketing levels the playing field. Social media advertising, for instance, provides equal
opportunities for all businesses to compete. Creative and engaging content from smaller businesses

can effectively challenge larger corporations in delivering their message.
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In e-commerce, both promotional and transaction costs are relatively low. The decreasing cost of
internet access has made high-speed connections more accessible to both consumers and service
providers. This easy access has broadened the reach of digital media, including platforms like
YouTube. With the rise of YouTube users and content creators, digital marketing has evolved to
include Pre-roll ads, mid-roll ads, and other formats that capture viewer attention during video
playback, further extending the reach and impact of digital advertising.

3.7 Analysis of the Marketing Strategies of Sales Tell
Begin this section with an introduction that highlights the purpose of analyzing Sales Tell's marketing
strategy. The goal is to assess how effectively the company attracts, engages, and retains clients.
Mention that the analysis will cover the internal strengths, external opportunities, and strategies used
by the company to achieve its business goals.
Customer Segmentation & Target Market
e Target Audience Analysis: Identify the primary client base for Sales Tell. Are they startups,
SMEs, or large enterprises?
e Demographic and Geographic Segmentation: Focus on the location, age, industry, and
business type of clients.
e Psychographic Segmentation: Understand client preferences, behavior, and motivations for
choosing Sales Tell's services.
e Behavioral Segmentation: Analyze client purchase behavior, website visits, and repeat
customer patterns.
Digital Marketing Strategy
e \Website Optimization: Evaluate the design, user experience (UX), and SEO performance of
Sales Tell’s website.
e Content Marketing: Analyze the impact of blog posts, case studies, and client testimonials
in driving website traffic.
e Search Engine Optimization (SEO): Measure keyword rankings, on-page SEO, and link-
building strategies.
e Video Marketing: Assess the effectiveness of explainer videos, animations, and tutorials on

YouTube and social media.
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Email Marketing: Review the impact of email campaigns, newsletters, and lead-nurturing
sequences.
Landing Pages & Lead Magnets: Check the performance of lead capture pages, opt-ins,

and free offers.

Social Media Marketing Strategy

Social Media Platforms Used: Analyze the role of Facebook, Instagram, LinkedIn, and
Twitter in reaching target audiences.

Content Strategy: Evaluate the type of content shared (graphics, videos, and promotional
posts) and their engagement levels.

Ad Campaigns: Assess the effectiveness of paid advertising on social platforms (like
Facebook and Instagram Ads) in generating leads.

Community Engagement: Review how actively Sales Tell engages with customers via
comments, likes, and direct messages.

Social Media Analytics: Analyze social media metrics such as impressions, clicks, and

conversions.

Pricing Strategy

Pricing Model: Identify the pricing strategy for Sales Tell’s services (e.g., cost-plus,
competitive, or value-based pricing).

Discounts & Promotions: Evaluate the impact of limited-time offers and package deals on
customer acquisition.

Market Comparison: Compare Sales Tell's pricing with competitors in the same industry.
Revenue Generation: Analyze how pricing impacts revenue growth, client acquisition, and

profitability.

Product & Service Strategy

Service Portfolio: Analyze the range of services offered, such as Branding, Web
Development, and SEO.

New Service Development: Assess the introduction of new services, such as Website-in-a-
Day and Sales Funnel-in-a-Day, and their impact on client demand.

Value Proposition: Identify the unique selling points (USPs) that differentiate Sales Tell's

services from competitors.
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Customization & Personalization: Check if clients receive personalized solutions or

generic service packages.

Promotional Strategy

Advertising Campaigns: Measure the impact of Google Ads, Facebook Ads, and LinkedIn
Ads.

Email Promotions: Review the effectiveness of promotional emails in driving sales and
engagement.

Referral Programs: Examine the use of client referrals as a means of acquiring new
customers.

Sales Funnel Marketing: Evaluate how well the company nurtures leads through the sales
funnel (awareness, consideration, conversion).

Seasonal Campaigns: Identify promotions during festive seasons, Black Friday, or holiday

deals and their impact on revenue.

Lead Generation & Conversion Strategy

Lead Generation Tools: Review lead generation tools used (like pop-ups, downloadable
guides, and free trials).

Lead Nurturing: Evaluate the process of following up on leads via email, social media, and
remarketing ads.

Conversion Rate Optimization (CRO): Measure how well website visitors convert into
leads and paying customers.

CRM System: Assess the role of CRM software in tracking leads, managing follow-ups, and

tracking client behavior.

Customer Relationship Management (CRM)

Customer Retention Rate: Measure the percentage of repeat clients and loyal customers.
Customer Support & Helpdesk: Review the efficiency of handling client issues and
providing support.

Personalization & Client Customization: Identify whether clients receive personalized
experiences.

Customer Feedback & Reviews: Analyze testimonials and online reviews to understand

client sentiment.
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Competitive Analysis

SWOT Analysis: Identify the company’s Strengths, Weaknesses, Opportunities, and
Threats.

Competitor Benchmarking: Compare Sales Tell’s marketing strategies, pricing, and
customer service with its competitors.

Market Trends: Identify industry trends and assess how Sales Tell is responding to them.
Unique Selling Proposition (USP): Highlight what makes Sales Tell different from its

competitors.

10. Customer Experience & Satisfaction

Customer Journey Mapping: Map the client’s experience from discovery to purchase and
post-purchase.

Customer Effort Score (CES): Measure the effort clients need to access services or solve
issues.

Net Promoter Score (NPS): Track how likely clients are to recommend Sales Tell to others.
Customer Feedback Loop: Analyze how client feedback is used to make improvements in

service delivery.

11. Branding Strategy

Brand Identity: Assess Sales Tell's brand messaging, tone, and visual identity (logo, color
palette, and tagline).

Personal Branding: Analyze the role of the personal brand of the founder (Abu Shaim) in
building trust and credibility.

Brand Trust & Reputation: Evaluate online reviews, testimonials, and word-of-mouth
referrals.

Brand Loyalty: Measure the strength of the emotional connection clients have with the
brand.
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4.1 Analysis of Questionnaire

1. How effective do you think Sales Tell's overall marketing strategy is in reaching its target

audience?

How effective do you think Sales Tell's overall
marketing strategy is in reaching its target
audience?

H Very ineffective B Somewhat ineffective B Neutral Somewhat effective B Very effective

Interpretation: The responses to the question regarding the effectiveness of Sales Tell's overall
marketing strategy in reaching its target audience suggest a generally positive perception. While
5% of respondents consider the strategy "very ineffective,” and 10% view it as "somewhat
ineffective,” a larger portion, 20%, remain neutral, indicating that they neither strongly support
nor oppose the effectiveness of the marketing efforts. On the more positive side, 35% of
respondents feel that the strategy is "somewhat effective,” and 30% consider it "very effective.”
This distribution indicates that most respondents believe the marketing strategy is achieving its
objectives to some extent, with a significant portion viewing it as highly effective. However, there
is still room for improvement, especially for the 15% who rated the strategy as ineffective or

neutral.
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2. How would you rate the company’s use of digital marketing platforms (social media,

search engines, email marketing, etc.)?

How would you rate the company’s use of digital
marketing platforms (social media, search engines,
email marketing, etc.)?

H Very poor M Poor Average M Good M Excellent

Interpretation: The responses to the question regarding Sales Tell's use of digital marketing
platforms indicate a generally favorable assessment. A small portion, 4%, rated the company's use
of digital marketing as "very poor,” and 8% considered it "poor,” suggesting that there is some
room for improvement in certain areas. However, a significant portion of respondents, 20%, rated
the digital marketing efforts as "average,” indicating that while there is recognition of the
company's use of digital platforms, it may not stand out in a highly competitive market. On the
more positive end, 40% of respondents rated the company's use of digital marketing platforms as
"good," and 28% rated it as "excellent," demonstrating that a majority of respondents believe the
company is effectively leveraging platforms such as social media, search engines, and email
marketing. This suggests a solid and effective digital marketing strategy, although there may still

be opportunities for further optimization.
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3. How clear and consistent is the brand message communicated through Sales Tell's

marketing campaigns?

How clear and consistent is the brand message
communicated through Sales Tell's marketing
campaigns?

3%

7%

H Very unclear and inconsistent & Unclear and inconsistent m Neutral

M Clear and consistent H Very clear and consistent

Interpretation: The responses to the question regarding the clarity and consistency of Sales Tell's
brand message reveal a largely positive perception of the company's communication efforts. A
very small portion, 3%, feels that the brand message is "very unclear and inconsistent,” and 7%
consider it "unclear and inconsistent,” indicating that only a minor segment of respondents finds
issues with the brand’s messaging. Meanwhile, 15% of respondents chose "neutral," suggesting
some indifference or uncertainty about the message's clarity. The majority, however, view the
brand message as clear and consistent, with 40% rating it as "clear and consistent” and 35%
selecting "very clear and consistent.” This indicates that most respondents find Sales Tell's
marketing campaigns effectively convey a coherent and strong brand message, though there is still

room for improvement for the minority who rated the message less favorably.
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4. How well do Sales Tell's marketing strategies align with current market trends and

consumer behavior?

How well do Sales Tell's marketing strategies align
with current market trends and consumer
behavior?

M Very poorly aligned  ®Poorly aligned  ® Neutral Well aligned Very well aligned

Interpretation: The responses to the question about how well Sales Tell's marketing strategies
align with current market trends and consumer behavior indicate a generally positive view of the
company's strategic alignment. Only a small percentage, 4%, feel that the marketing strategies are
"very poorly aligned,” and 8% consider them "poorly aligned," suggesting that a minority of
respondents see a disconnect with market trends. Meanwhile, 18% of respondents remain neutral,
indicating uncertainty or a lack of strong opinion on the matter. A significant portion, 40%,
believes that Sales Tell's marketing strategies are "well aligned” with current trends, and 30%
consider them "very well aligned," showing that the majority of respondents feel the company is
successfully adapting its marketing efforts to meet the demands of the market and consumers. This
overall positive response suggests that Sales Tell is generally on the right track with its marketing

approach but may still have room for fine-tuning in certain areas.
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5. How would you rate the effectiveness of Sales Tell's customer relationship management in

retaining clients?

How would you rate the effectiveness of Sales
Tell's customer relationship management in
retaining clients?

3%

35%

40%

H Very ineffective B Somewhat ineffective  ® Neutral Somewhat effective Very effective

Interpretation: The responses to the question about the effectiveness of Sales Tell's customer
relationship management (CRM) in retaining clients reflect a generally positive perception of the
company’s CRM strategies. Only a small percentage, 3%, rated the CRM as "very ineffective,”
and 7% considered it "somewhat ineffective,” indicating that a limited number of respondents
believe the CRM could be significantly improved. Meanwhile, 15% of respondents were neutral,
suggesting that they do not have a strong opinion or are unsure about the effectiveness of the CRM
strategies. The majority, however, viewed the CRM efforts positively, with 35% rating them as
"somewhat effective” and 40% as "very effective." This implies that a substantial portion of
respondents believes Sales Tell's CRM strategies are successful in retaining clients. While the
overall feedback is favorable, the 10% who rated it as ineffective or neutral highlight areas where

improvements might be made to further enhance customer retention.
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6. How satisfied are you with the communication and responsiveness of the marketing team

at Sales Tell?

How satisfied are you with the communication and
responsiveness of the marketing team at Sales
Tell?

M Very dissatisfied M Dissatisfied ® Neutral Satisfied Very satisfied

Interpretation: The survey results on the communication and responsiveness of the marketing
team at Sales Tell reveal a generally positive but mixed perception among respondents. A small
portion, 10%, expressed being very dissatisfied, indicating some dissatisfaction with the team's
performance in this area. Another 15% were dissatisfied, suggesting there are areas for
improvement. However, a significant 25% of respondents were neutral, neither particularly
pleased nor displeased, indicating that communication and responsiveness were adequate but not
exceptional. On the positive side, 30% of respondents reported being satisfied, and 20% were very
satisfied, reflecting a solid level of approval for the marketing team's efforts. Overall, while the
marketing team's communication is generally well-received, there are still opportunities to enhance

responsiveness and address concerns to increase overall satisfaction.
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7. How often does Sales Tell update and innovate its marketing strategies to stay competitive

in the market?

How often does Sales Tell update and innovate its
marketing strategies to stay competitive in the
market?

25% '

35%

25%

B Never M Rarely mSometimes Often Always

Interpretation: The survey results regarding how often Sales Tell updates and innovates its
marketing strategies to stay competitive show a generally positive outlook, with some room for
improvement. Only 5% of respondents indicated that Sales Tell never updates its strategies,
suggesting that innovation is not entirely overlooked. A slightly higher 10% said it happens rarely,
implying that updates may occur sporadically but are not frequent. A quarter of respondents (25%)
feel that updates occur sometimes, indicating that while innovation is recognized, it is not
consistently prioritized. The largest group, 35%, noted that updates occur often, reflecting a
proactive approach to staying competitive in the market. Finally, 25% of respondents believe that
Sales Tell always updates and innovates its marketing strategies, highlighting a strong commitment
to competitiveness. Overall, while the company seems to make regular efforts to innovate, there
may be opportunities to further streamline and accelerate these efforts for even greater

competitiveness.
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8. How would you rate the targeting and segmentation strategy used by Sales Tell to attract

its ideal customers?

How would you rate the targeting and
segmentation strategy used by Sales Tell to attract
its ideal customers?

‘ p

25%

Very poor Poor Average Good ® Excellent

Interpretation: The survey results regarding the targeting and segmentation strategy used by
Sales Tell to attract its ideal customers reflect a generally positive perception, with some room for
improvement. Only 5% of respondents rated the strategy as very poor, indicating that there are few
concerns about its effectiveness. A slightly higher 10% rated it as poor, suggesting that some
respondents feel the strategy could be significantly improved. However, 25% rated the strategy as
average, meaning that while it is acceptable, it may not stand out as particularly effective or
refined. The largest group, 35%, rated it as good, reflecting a solid level of satisfaction with how
Sales Tell targets and segments its market. Finally, 25% of respondents rated the strategy as
excellent, indicating strong approval of its effectiveness in attracting the ideal customer base.
Overall, while the strategy is generally viewed positively, there are opportunities for refinement to

enhance its impact.
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9. How well does Sales Tell’s marketing strategy incorporate customer feedback to improve

products/services?

How well does Sales Tell’s marketing strategy
incorporate customer feedback to improve
products/services?

Notatall ®mToasmallextent B Neutral BToalargeextent B Toaverylarge extent

Interpretation: The survey results regarding how well Sales Tell’s marketing strategy
incorporates customer feedback to improve products and services indicate a generally positive
perception. Only 5% of respondents feel that customer feedback is not incorporated at all,
suggesting that the company does make some effort to gather and use feedback. A slightly larger
group, 10%, believes it is incorporated to a small extent, indicating that while feedback is
considered, it may not play a central role in decision-making. About 20% of respondents were
neutral, implying that they either haven’t observed a clear impact of customer feedback or see it
as somewhat integrated but not significant. The majority of respondents, 35%, feel that feedback
is incorporated to a large extent, which indicates that Sales Tell is generally effective at utilizing
customer insights in its marketing strategy. Furthermore, 30% of respondents believe that customer
feedback is incorporated to a very large extent, showing strong approval for the company's
responsiveness to customer input. Overall, the results suggest that Sales Tell has a positive
approach to incorporating customer feedback, though there may be opportunities to further

enhance this practice.
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10. How would you rate the return on investment (ROI) from Sales Tell's marketing

campaigns?

How would you rate the return on investment
(ROI) from Sales Tell's marketing campaigns?

H Very low HLow Average M High ™ Very high

Interpretation:

The survey results regarding the return on investment (ROI) from Sales Tell's marketing
campaigns indicate a largely favorable view of the effectiveness of the campaigns. Only 5% of
respondents rated the ROI as very low, suggesting that there are minimal concerns regarding poor
returns. A slightly higher 10% rated it as low, indicating that some respondents feel the campaigns
may not always deliver strong results. A quarter of respondents (25%) rated the ROI as average,
meaning that the returns are satisfactory but not extraordinary. The majority, 40%, rated the ROI
as high, suggesting that Sales Tell's marketing campaigns are largely seen as successful in
generating significant returns. Additionally, 20% of respondents rated the ROI as very high,
reflecting strong approval of the marketing campaigns' effectiveness. Overall, the results suggest
that Sales Tell's marketing efforts are generally delivering solid and positive returns, with only a

small percentage of respondents expressing concerns about the effectiveness of these campaigns.
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5.1 Problems Identified

1)

2)

3)

4)

5)

6)

7)

8)

9)

While SEO is a core strategy, the website’s ranking might still struggle due to high
competition for relevant keywords or failure to implement advanced SEO strategies such
as backlink building or content updates, limiting organic traffic.

Sales Tell might face challenges standing out on crowded social media platforms, as the
volume of content increases. Without innovative content or a distinctive voice, the
company might struggle to capture the attention of its target audience.

While digital marketing is cost-effective, an over-reliance on platforms like Facebook and
Google Ads might pose a risk if those platforms change their algorithms or policies,
reducing effectiveness and reach. Additionally, the cost of paid ads might rise with
competition.

If Sales Tell’s CRM system is not optimized or lacks sufficient features to track leads, it
may result in poor follow-up with potential clients. This could impact client retention and
long-term relationships.

Sales Tell may face challenges in improving customer retention, especially if clients don’t
feel their unique needs are being met, or if personalized experiences are not consistently
delivered.

While Sales Tell uses flexible pricing to stay competitive, focusing too heavily on price
may compromise the perceived value of services. Potential clients might see the pricing as
too low, leading to doubts about the quality of services offered.

Continuous reliance on Google Ads, Facebook Ads, and other paid media might result in
ad fatigue among the target audience, reducing the effectiveness of campaigns over time.
While Sales Tell may have a good flow for generating leads, converting them into paying
customers could be a challenge if the sales funnel or website is not optimized for
conversion.

If Sales Tell is not effectively integrating customer feedback into its marketing and service
development, it may miss valuable insights that could enhance customer satisfaction or

help improve their offerings.

10) Despite a strong brand identity, if Sales Tell cannot build deeper emotional connections

with clients, they may struggle with customer loyalty. Clients might switch to competitors
if they perceive better value or personalized experiences.
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5.2 Recommendations

1) To improve SEO performance, Sales Tell should invest in advanced SEO strategies such
as comprehensive keyword research, backlink building, and regular content updates.
Creating high-quality, long-form content that addresses customer pain points, alongside a
strong internal linking strategy, can help improve organic traffic. Additionally,
implementing a robust content calendar and optimizing for voice search could provide an
edge over competitors in a saturated market.

2) Sales Tell should focus on creating highly engaging, shareable, and distinctive content that
resonates with their target audience. They should focus on creating a unique brand voice,
utilize video content more effectively (like behind-the-scenes, tutorials, or customer
success stories), and leverage user-generated content to build trust and community.

3) To mitigate risks from over-reliance on paid ads, Sales Tell should diversify their
marketing channels. Incorporating organic strategies such as SEO, content marketing, and
email campaigns can reduce dependency on paid ads. Sales Tell should also experiment
with newer ad platforms or retargeting strategies to optimize their ad spend.

4) Sales Tell should ensure their CRM system is fully optimized for tracking leads and
managing follow-ups. Implementing automation tools to streamline lead nurturing and
assigning tasks to sales representatives can improve efficiency. Ensuring the CRM is
regularly updated with customer data will allow for better segmentation and personalized
communication.

5) To boost customer retention, Sales Tell should focus on personalized experiences and
consistently exceed client expectations. This includes offering tailored solutions, ensuring
smooth communication throughout the customer journey, and addressing customer pain
points with exceptional customer service. Building a customer loyalty program or referral
incentives could also help retain clients.

6) Sales Tell should focus on communicating the value of their services rather than just
competing on price. Showcasing customer testimonials, case studies, and service benefits
can increase perceived value. Offering tiered pricing based on service complexity or
urgency could also cater to clients with varying needs.

7) To combat ad fatigue, Sales Tell should regularly refresh ad creative, explore new
messaging, and optimize their ads based on performance data. Additionally, retargeting ads
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and offering discounts or promotions can renew interest in the campaigns.

8) To improve lead conversion, Sales Tell should focus on optimizing the website for
conversions by making it easy for potential clients to take action. This includes clear calls
to action (CTAs), user-friendly landing pages, and a simplified checkout process for paid
Services.

9) Sales Tell should create a structured process for collecting and acting upon customer
feedback. They could implement surveys, review systems, and regular check-ins to gather
insights that help refine their offerings. Feedback can be used to improve service quality,
tailor marketing strategies, and address any potential service gaps.

10) To build stronger brand loyalty, Sales Tell should focus on humanizing its brand and
connecting with clients on an emotional level. Highlighting the company’s values, success
stories, and creating interactive and engaging content can help form deeper connections.
Additionally, offering personalized solutions and consistently delivering exceptional

service can increase client loyalty.
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5.3 Conclusion

Sales Tell has established itself as a dynamic and versatile service provider in the competitive
digital marketing landscape. Through its comprehensive range of services, including website
development, SEO, social media marketing, and branding solutions, the company has successfully
positioned itself as a reliable partner for businesses seeking to grow and thrive online.

The survey results and analysis reflect an overall high level of customer satisfaction, with most
clients acknowledging the company’s strong expertise, professionalism, and commitment to
delivering value. Key strengths such as timely service delivery, skilled employees, and a well-
maintained office environment have contributed significantly to building positive client
relationships.

However, the study also highlighted areas for improvement, such as response time, service
customization, communication channels, and post-project support. Addressing these challenges
through actionable recommendations—such as adopting faster communication tools, expanding
service offerings, enhancing employee skills, and improving documentation processes—will allow
Sales Tell to further strengthen its competitive edge.

From a marketing perspective, Sales Tell has demonstrated significant potential through its
innovative services and client-centric approach. However, scaling up promotional efforts,
exploring new markets, and introducing value-added services will enhance visibility, attract a
broader audience, and ensure sustained growth.

In conclusion, Sales Tell has immense opportunities to expand its market share, improve customer
satisfaction, and solidify its position as a leading digital solutions provider. By focusing on
innovation, continuous improvement, and client engagement, Sales Tell can achieve long-term

success, maintain a competitive advantage, and foster enduring relationships with clients.
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Appendix

Dear Sir/Madam,
This questionnaire is being conducted as part of a study on the Marketing Strategies of Sales Tell
for the MBA program at Daffodil International University. Your valuable time and support in
answering the questions will be greatly appreciated. All information collected will be kept strictly
confidential and will only be used for research purposes in preparing an internship report on ""An
Evaluation of the Marketing Strategies of Sales Tell. Your kind cooperation is highly
appreciated.
Thanks in advance

Name

Age

Designation:

Gender

1. How effective do you think Sales Tell's overall marketing strategy is in reaching its target
audience?

o Very ineffective

o Somewhat ineffective

o Neutral

o Somewhat effective

o Very effective
2. How would you rate the company’s use of digital marketing platforms (social media, search
engines, email marketing, etc.)?

o Very poor

o Poor

o Average

o Good

o Excellent
3. How clear and consistent is the brand message communicated through Sales Tell's marketing
campaigns?

o Very unclear and inconsistent

o Unclear and inconsistent
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o Neutral
o Clear and consistent

o Very clear and consistent

4. How well do Sales Tell's marketing strategies align with current market trends and consumer

behavior?
o Very poorly aligned
o Poorly aligned
o Neutral
o Well aligned
o Very well aligned

5. How would you rate the effectiveness of Sales Tell's customer relationship management in

retaining clients?
o Very ineffective
o Somewhat ineffective
o Neutral
o Somewhat effective

o Very effective

6. How satisfied are you with the communication and responsiveness of the marketing team at

Sales Tell?
o Very dissatisfied
o Dissatisfied
o Neutral
o Satisfied
o Very satisfied

7. How often does Sales Tell update and innovate its marketing strategies to stay competitive in

the market?
o Never
o Rarely
o Sometimes
o Often
o Always
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8. How would you rate the targeting and segmentation strategy used by Sales Tell to attract its

ideal customers?
o Very poor
o Poor
o Average
o Good

o Excellent

9. How well does Sales Tell’s marketing strategy incorporate customer feedback to improve

products/services?
o Notatall
o To asmall extent
o Neutral
o To a large extent

o Toavery large extent

10. How would you rate the return on investment (ROI) from Sales Tell's marketing campaigns?

o Very low
o Low

o Average
o High

o Very high
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